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13 Ideas To Help You Win In Any Business 


Feel free to share this document across platforms. 


01. PROBLEM IDENTIFICATION 

Identify a problem that people would probably pay for someone to get rid of. It can be anything that 
gives people discomfort. For instance entertainment products hinge on the discomfort of boredom 
and energy drinks on fatigue and depletion of energy. 


02. MARKET RESEARCH 

Is ita widespread problem or one you uniquely have? You have to do market research to find out 
how many people are making searches to eradicate the problem. Are they worth the trouble of 
creating a solution? 


Now they don’t have to be many. There are products that few people look for. But those few people 
are willing to pay a lot for. For instance if you provide security services for presidents, there is only 
one president per given country, but they may be willing to pay a lot. Or perhaps you provide 
technological systems for elections. 


So whether a market size is big or small is based on product. 


03. COMPETITIVE ANALYSIS 


This is still part of market research as it also includes how many people are already providing 
solutions to the problem. Now the existence of competition doesn’t mean you should back out, it 
actually confirms that there truly is a market for what you want to do. 


It must means you have to appear to provide the service differently. People who already buy Castle 
Lager are probably willing to try Heineken. People who like one Amapiano song are probably willing 
to click on another one. 


However with certain products, if someone already has Gmail, what are the chances they will sign up 
to your new email service. So again, you have to assess a lot of factors. 
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04. SOLUTION CREATION 


Having identified the problem, the market size, competition and done a good SWOT analysis. 
Idealize a good product that solves most of the loop-holes. 


05. PRODUCT OR SERVICE DEVELOPMENT 


Develop a product or service that delivers on the idea you have created. 


06. PRICING 


Price it based on how much it costs you to give it and also how much people are willing to get rid of 
the problem. | mean, | hate mosquitoes, but I’d rather slap them myself than pay $50 for a can of 
DOOM. 


At the same time, a bank would probably be willing to pay thousands for an encryption system that 
stops them from being hacked. 


07. DISTRIBUTION 


Distribute it where your target market will run into it. If you are a musician, music lovers will 
probably be on Youtube, Spotify or be interacting on social networks such as Facebook , instagram 
and Twitter. 


It would be wise to distribute your product where other products in that ecosystem are distributed. 
If you make battery acid, you probably want to negotiate with people who already sell other 
accessories and products for cars. It may not be a good idea to try and build a single shop for just 
battery acid. 


If you provide business software, you may pay for features in business magazines that you know 
business people subscribe to. 


08. EXPOSURE AND BRAND AWARENESS 


If you are selling a product or service most regular people will probably need, you may use mass 
media to get exposure and make them consistently aware of your brand. This includes 
advertisements on social media, radio, television and billboards among other things. 


The purpose of exposure and brand awareness is not to convert everyone it’s to just make them 
aware that you are an option. As long as they are slowly being programmed that you are an option, 
the day they run into a problem your problem solves there are chances that they will choose you. 
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So if you let 100,000 people know that your syrup stops coughs. Do not expect 100,000 sales the 
next day. However throughout the year, each of those frequent viewers of your ad will cough one 
day or another. 


PR Marketing also falls into this category. People are most likely to buy form brands they “like”. The 
purpose of good PR is to make your brand likable in the imagination of the people. 


09. ENGAGEMENT 


If your exposure leads to meaningful engagement you are on the right path. Clever brands sponsor 
music festivals and sports in order to create that sense of engagement. If you are a soccer fan anda 
beverage brand is sponsoring the matches, because of classical conditioning you will built a 
relationship with the brand and associate it with facilitating what you love. 


10. CONVERSION 
A conversion is when the prospective customer takes a desired action. For most businesses this 
would be making a purchase or some form of commitment. 


You can always calculate how much you used to attain one customer by dividing the amount of 
money you spent in getting the customer by the amount of customers you got. 


Hopefully your Cost Per Conversion is lower than the money you get per customer. 


11. CUSTOMER EXPERIENCE 

Now after getting this customer you still have to retain them and leverage on them to get new 
customers. Retaining them would lower your future cost per conversion because you don’t have to 
spend as much money to maintain the same customer. 


Once you acquire a customer, give them an experience that will keep them. 


12. RETENTION AND REPEAT BUSINESS 
Customer retention leads to repeat business from the same customer and probably 
recommendation, because birds of a feather flock together. 


If a person is trying to solve a certain problem, their friends are probably having it too or may 
eventually have it and ask for advice. 


Be the person that gets recommended when they do. 
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13. REVIEW AND REPEAT 


Review what has worked and so on. Refine how you do things and repeat the process. 


Thank you for reading through this document. This document is for free distribution. If you would 
like to get in touch with me, you can hit me up on Facebook via https:/fb.me/mcpotar 


You can also go ahead and check out my Android Game Trendy Smash by clicking on this link. 
Peace and Love. 


